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In recent years, the state has increased the atmospheric pollution of 
environmental governance and energy saving and emission reduction efforts, for the 
main governance of Beijing, Tianjin, the Yangtze River Delta, the Pearl River Delta 
region. A pipeline Gas Co is located in the central and western regions of Zhejiang 
Province, with liquefied natural gas (LNG) as the main gas source, which pipeline 
laying city and along the main township. The company entered a rapid development 
period, put forward to do the air volume, to obtain favorable gas supply targets and 
improve the size of the air volume. But the former marketing methods can not 
effectively support the enterprise strategy development and marketing performance, in 
particular, marketing planning to strategic implementation of the lack of necessary 
and effective support tools. 
Correct evaluation and continuous improvement is the key point of enterprise 
business process management, this paper combined with the basic theory of process 
reengineering and CRM, from the industry and the company's environment, put 
forward the "sales five step method", "business management", "sales forecast" and 
other sales ideas and tools, redesign enterprise marketing management system, 
strengthen enterprise evaluation process management capabilities, and promote 
sustainable business process management. Finally, through the practice of the 
organization and the market test, it is proved that the research conclusion can reach 
the target of the enterprise. 
The innovation point one, this paper has a breakthrough topic. Monopoly in the 
market marketing theory has been the comparative neglect field of 
academic exploration, many scholars believe that this field marketing lacking 
of  impetus, and being with little value. The topic of this paper is combining with the 
author's work practice, as a monopoly enterprise marketing practice makes the 
theoretical analysis and exploration. The innovation point two, theory is 
practical valuable. Ingeneral, the most theoretical research results, through simulation 
and experiment to verify the theory, but this paper obtained by testing in A 
enterprise, that execution proved its value. 
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一、 A 公司发展现状和趋势分析 
A 城市管道燃气公司（以下简称“A 公司”）从事天然气分销领域，根据国





















































































通过笔者组织并参与了 A 公司为期 3 个月的市场营销方案优化，对 A 公司
原有的市场营销体系进行了有效完善，取得较为明显的效果，后期又开展了为
































第二章 A 公司的市场营销现状分析 












人民币。2004 年 XA 集团与浙江省 YK 县人民政府签订《城市管道燃气特许经营
权》，经营范围为该县行政区域，经营期限为 30 年。XA 公司在当地注册成立 A
城市管道燃气公司，拥有该公司 100%股权。 
二、气源保障 
根据浙江省天然气管网建设计划，A 公司所在的金丽温管线计划在 2015 年
底接通管输天然气，所以从 2004 年经营之日起，主要依靠 LNG（液化天然气）
供应，建有 5*100NM3 LNG 储罐，经气化后输送到城市管网，最大日供气量在 27
万方，经过 6 年的发展，2013 年日供气量在 18 万方左右。 
近几年 A 公司在逐步完善城区管网后，积极向城区周边乡镇敷设中压管网，
先后建成东永一线、东永二线、永武一线、永武二线几条主管网，2012 年底累
计敷设中、低压管网 234 公里 ，使主要乡镇得到基本覆盖。 
三、经营区特点 
YK 县[1]地处浙江省中西部地区，地理特征为“七山一水二分田”，2010 年
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